Kopin broadens its horizon!  by Szweda, Roy
KopinC O M P A N Y  P R O F I L E
III-Vs REVIEW THE ADVANCED SEMICONDUCTOR MAGAZINE VOL 18 - NO 4 - MAY 200538
Kopin broadens its horizon!
As part of a series of interviews with lead-
ing players in the industry, TFR recently
spoke to Matt Micci, VP sales & marketing
of Kopin Corp, Taunton, MA, USA. 
Among highlights it reached a major indus-
try milestone with shipment of 500,000 HBT
wafers,  and took 2 patents on a baseline
GAIN-HBT device and  enhanced transistor.   
“Early on we focused on commercialising our
GaAs HBT technology and followed a precise
strategy to achieve this 500,000 wafer shipment
milestone,” said Matt. “We were the first company
to provide high volume production of HBT wafers
in 1996, and we’ve maintained our technology
and volume production leadership since then.”
“Our wafers incorporate the full structure of the
high performance transistors; much of the task of
transistor formation has migrated from the cir-
cuit fab back to Kopin. These transistors are the
basis of advanced power amplifier circuits which
OEMs have integrated into billions of cell phones
and wireless LANs.
As our president & CEO,Dr  John Fan likes to
point out, our HBT wafers have generated several
hundred million dollars of revenue for Kopin, but
just as importantly, they have helped create bil-
lions of dollars of revenue for our customers.
“We are now generating new HBT platforms that
will further improve power amplifier perform-
ance and enable higher levels of circuit integra-
tion. Both are desirable for the next generation of
advanced feature/small form factor cell phones.
“We work closely with our customers to seam-
lessly dovetail these new HBT structures into
their circuit designs and their process technolo-
gies to achieve the desired performance-cost tar-
gets for their circuits.
“We are becoming increasingly integrated into
our customers’ product development as we work
collaboratively to optimise the interaction
between advanced materials, new circuit designs
and improved fab processes.”
Kopin’s HBT business grew strongly in 2004,
generating a robust 33% revenue growth year-
over-year. The company expects to continue to
find a growing market for its HBT wafers, driven
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by increasing demand for multi-band, multi-mode
cell phones. Looking ahead, Kopin’s III-V efforts
will focus on HBT products, now that its LED
business has been transferred to KO-BRITE
Corporation, a new joint venture that will be
based in Asia. Kopin will hold an approximate
20% interest in the company.
In addition to its HBT products, Kopin’s other
major product is its line of CyberDisplay
microdisplays. These displays, fabricated using
single-crystal silicon, offer high pixel density and
high speed operation, all in a small form factor
that is ideal for mobile applications. Millions of
these displays already have been integrated into
camcorder and digital still-camera electronic
viewfinders (EVF).
More recently, Kopin’s CyberDisplay devices have
gone into eyewear for consumer personal enter-
tainment systems and into thermal weapon sights
for military programs. Kopin is well positioned to
capitalise on new opportunities in the fast grow-
ing mobile video market as wireless digital video
becomes more prevalent in the upcoming years.
Looking ahead, Kopin will be busy with all its
new developments but what does Micci think
really stands out for Kopin’s III-V group?
“We have worked relentlessly to become more
process efficient and to drive down production
costs while continuing to help our customers
improve their circuit yield,” he said.
“Achieving this level of efficiency has been ardu-
ous but quite successful.We are now a more for-
ward-looking company. Wireless phones and ter-
minals will continue to incorporate more func-
tionality and we are working with our partners
to turn these advanced handsets into a reality.
“This mission cuts across both our HBT wafers
and microdisplay product lines. Both are geared
for the delivery of video, voice and data to end
users in mobile environments. We believe that
emerging markets are converging with our tech-
nologies to provide us with growth opportunities.
“For our HBT products, we are designing solu-
tions to enable higher levels of circuit integra-
tion, greater efficiency, lower operating voltages
and power consumption, and even greater ther-
mal stability.
“This is critical for our customers because they
are developing ever smaller form factor modules,
and integrating more components onto the
power amplifier die.And their products will have
to operate in new applications with higher duty
cycles as well.
“We took two tacks to accomplish this; one
straight-forward and one more aggressive. First,
we are working to improve and refine our stan-
dard HBT products. Second, we have introduced
our GAIN-HBT product, which we believe will be
the major HBT platform in the coming years.
GAIN-HBT devices will enable improved features
our customers want: more integration, better effi-
ciency, greater reliability.
The devices can easily be inserted into our cus-
tomers’ standard InGaP HBT processes and are
very robust and reliable. New material platforms
often are difficult for customers to integrate, but
our GAIN-HBT wafer makes life better and easier
for our customers, which is our mission.
“The other trend is more on the customer inter-
face side.We are working closely with our cus-
tomers to ensure that our materials development
dovetails with their improvements in circuit
design and fab processes.
“This yields a more holistic approach to product
development. One would think that this is a
straight-forward endeavour, but actually it is diffi-
cult to implement in the real world, where every-
one is subject to intense market pressures.
“At Kopin, we try to step back and reflect on what
our customers longer term objectives are, and
how to get a head-start down the path so that we
have the solution they need, when they need it.
“One has to separate the crucial trends from the
market noise, which is not easy to do. But we
feel that it is important that we make those
assessments and take the associated develop-
ment risks if we are truly to be a valuable 
partner over the long term.”
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